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The
Pace Student

Vol. II

New York, September, 1917

AN EDUCATIONAL MESSAGE
T E spirit of patriotic preparation is omnipresent
H
throughout our country. It is not only the spirit
of military and industrial preparation; it is also
the spirit of educational preparation, which is
being forcefully proclaimed in city, village, and
_____ __ hamlet by the Federal and State Governments.
There is an unfilled need for men and women who can bring
trained services to the direction and control of the economic,
financial, and commercial conditions engendered by war; and
trained services can be made available chiefly through educa
tion.

Moreover, out of the darkness and the carnage of war
eventually will come peace, born afresh and with new vitality,
and the pursuits of peace. Then will arise, as out of the night,
big responsibilities, heavy duties, unparalleled opportunities—
all in the reconstruction of the enterprises and the institutions
of a reawakened civilization. Wisdom and vision urge educa
tional preparation to-day for the needs of to-morrow.
And so The Pace Student, in this September issue, which
marks the dawn of a new school year, would speak to you in
words of kindly counsel and encouragement. Carry out, so far
as military exigencies permit, the educational program which
you have had in contemplation for yourself. Enter upon it
forthwith, pursuing it more insistently, more whole-heartedly,
than if we were not at grips with a foreign foe. This is the
counsel of patriotism; this is the counsel of wisdom.

No. 10

Leisure
Hours

"N hundred spare hours a
INE
men no doubt will be serving as offi
year are available to every Pace Student cers on the firing line.
man and woman whose working day
The supplementary war activities,
September, 1917
consists of from eight to nine hours,”
including Red Cross, organization of
says M. B. Horton, writing in “Number Eight,” cantonments, the creation of the machinery neces
published by the National City Bank. “To what sary to the military census, and the like, have
profitable use are we putting those nine hundred required the services of a large number of stu
leisure hours?”
dents and graduates.
The average man has eighteen hours of spare
Every man thus serving will bring into play a
time during the week. “In justice to himself, a trained mind, developed by purposeful and ardu
man should apportion at least one-half of those ous study. A problem is a problem, no matter
eighteen hours a week to a course of studying or whether it is in the class-room, in private busi
reading, or to some other equally profitable pur ness, or in governmental activity. And we know
suit. In this way he will have nine hours a week when the problems incident to duty arise, that
for self-improvement, and if he is truly ambitious decisions of the right character will be made by
to succeed in life, he will not be content to oper these men with clear-headed promptitude.
ate on a mere 50-50 basis; but he will devote only
about twenty-five per cent. of his leisure time to
HE American Institute of Accountants is Accoun
the pursuit of fleeting, intangible pleasures, and
rendering a valuable service to the Govern tants
the remaining seventy-five per cent. to what con
ment in the assignment of accountants to carry
Aiding
stitutes real and lasting pleasure.”
out work called for by the Government. The Govern
Committee on National Defense of the Institute
ISH in your own pond. Your pond is the publishes the following list of its members who ment
organization that now employs you. In it are the divisional auditors superintending the ac
are plenty of fish to be caught—plenty of oppor

counting
at the new cantonments for the Army:
tunities for advancement, I mean. You have David E. Boyce, Yaphank, N. Y., and Wrights
seen some of your associates forge ahead. You town, N. J.; Robert Douglas, Ayer, Mass.; Wil
know that your concern is growing, that trained liam P. Hilton, Annapolis Junction, Md., and
men will be needed. Fish in your own pond. Petersburg, Va.; J. Porter Joplin, Rockford, Ill.,
Look to your bait, yes—to your ability to make and Battle Creek, Mich.; Page Lawrence, Louis
sound decisions, to your capacity for carrying ville, Ky., and Chillicothe, Ohio; Albert G. Moss,
executive loads, to your power to have business Little Rock, Ark.; Walter Mucklow, Atlanta,
visions and transmute them into business reali Ga.; Charles Neville, Columbia, S. C.; Herbert
ties. But do not cast a calculating eye upon the M. Temple, Des Moines, Iowa, and Fort Riley,
ponds that lie over yonder hills. The chances are Kansas; Charles E. Wermuth, Fort Sam Hous
that the fishing there is no better than where you ton, Texas; William H. West, Washington,
are. Keep on fishing—but in your own pond.
D. C.; William Whitefield, American Lake,
Washington.
ACE students are responding to the call of
their country in every department of ser
LEE NICHOLSON, C.P.A., New York, has Federal
vice. From every state and from practically every just been appointed chief of the Cost Ac
CostAc
county throughout the country comes word of
counting Division, Department of Commerce, ofcount
tasks promptly and courageously undertaken.
the Federal Government. The Cost Accounting
Afloat, many are serving as officers in the Naval Division will be one of six divisions of the Bureau ing
Reserve, while others are performing the more of Foreign and Domestic Commerce in this de
humble duties of yeomen or sailors.
partment.
In the Militia, commissions are held by scores
The new division, of which Mr. Nicholson is the
of Pace men, while hundreds are performing the head, will assist those departments of the Federal
duties of privates.
Government which have important contracts to
In the Regular Army, the enlistments have let, and which may not have adequate staffs to
been chiefly in the Quartermaster’s Reserve, and investigate promptly the cost of manufacturing
several Pace men are already with Pershing in the articles they wish to purchase. This is the
France.
first task of the new division. In its subsequent
The Marine Corps has recruited many students, development, the division will undertake the es
chiefly for accounting and clerical services.
tablishing of uniform systems of cost accounting
The various camps of the Officers’ Reserve in different industries.
Corps have attracted Pace men literally by the
hundreds, and within a year the majority of these
Prepare now; opportunities were never greater.
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WENTY years ago Samuel D.
Samuel
Leidesdorf, C.P.A., was an er
D.
rand boy in a retail store earn
Leides ing five dollars a week. To-day Mr.
dorf, Leidesdorf, at the age of thirty-six,
C.P.A. is one of the most successful ac

T

countants in the country. His per
manent staff numbers forty persons,
and is increasing all the time. His
firm, while conducting a general ac
counting and auditing practice, are
well known as cost accountants and
systematizers, especially as applied
to manufacturing plants and depart
ment stores.
Besides actively managing the Ac
countancy practice of his firm, Mr.
Leidesdorf is a director in several
other organizations. He is retained
by many important financial and
mercantile interests; he is sought by
the courts, banking institutions, and
large commercial interests as an ex
pert liquidator and reorganizer; and
he has also been appointed receiver
by the U. S. District Court. The
record he has established in connec
tion with these administrations has
led to his selection as umpire in
many partnership tangles, where the
principals have desired to avoid legal
proceedings and their accompanying
cost and delays.
Mr. Leidesdorf is a member of the
American Institute of Accountants
and of the New York State Society
of Certified Public Accountants; and
he takes a deep interest in these
organizations.
The story of Mr. Leidesdorf’s rise
to commercial influence and finan
cial success is an inspiring one. He
was born and has always lived in
New York. His father having died,
young Leidesdorf, being an only
child, had to fend for his mother
and himself at the tender age of thir
teen. His first position was that of
office boy with a salary of five dol
lars a week. From there he went to
a Sixth Avenue department store as
an errand boy, and then to a manu
facturing concern, which employed
him as assistant shipping clerk, and
eventually as shipping clerk.
All this time he was studying at
night, one of the subjects that
he mastered being bookkeeping.
Equipped with this knowledge, he
gradually began to climb higher and
higher, until he finally became asso
ciated with a small manufacturing
firm as office manager, and in charge
of the credits.
Mr. Leidesdorf was now twenty
years old. He had long been plan
ning to enter Accountancy, and he
finally decided to make a start.
When he told his employers of his
intention, they countered with a sal
ary increase and a ten per cent. inter-
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est in the business—the total
amounting to at least $5,000 a year—
if he would remain. He remained
firm, however, and entered the em
ploy of an audit company at twenty
dollars a week. Later he became its
vice-president. At twenty-three he
set up in Accountancy practice for
himself.
When asked how he had built up
his large practice, Mr. Leidesdorf
laughingly answered that the old
saying, “If our work pleases you,
tell others, and if it does not, tell us,”

Samuel D. Leidesdorf, C.P.A.
S. D. Leidesdorf
Company
Public Accountants

is a principle which applies to Ac
countancy as well as to any other
service.
Mr. Leidesdorf has positive views
upon the prospects of success for
the properly trained young man who
enters the professional practice of
Accountancy.
“The opportunities in Accountancy,
in my opinion, are wonderful,” re
marked Mr. Leidesdorf. “In addi
tion to the fact that the merchants of
the country are just awakening to
the value of the services of the pro
fessional accountant as an aid to in
creasing the efficiency of their busi
ness methods and detecting various
leaks and wastages, it is my belief, as
well as that of many others, that
within the next few years the Fed
eral Reserve Board will require the
159

certification of statements before it
will rediscount commercial paper,
and that the urgent demand for tech
nical knowledge will sooner or later
be responsible for the appointment
of accountants as receivers in bank
ruptcy, which is the procedure fol
lowed in insolvency cases in Eng
land.”
The value of the appointment of
an accountant as liquidator of a busi
ness has been demonstrated time and
time again by Mr. Leidesdorf. In
the majority of cases, which have
been handled from the constructive
view-point, the result has not only
been an administration which has
netted the creditors considerably
more than they would have received
in the usual receivership, but has
reestablished the debtor-concern on
a sounder basis and saved for the
business community a unit of com
merce through the application of
sound common sense and a technical
training.
“If a young man knows the prin
ciples of Accountancy,” continued
Mr. Leidesdorf, “he has almost un
believable opportunities for advance
ment in the executive side of private
business. The young accountant is
brought into contact with many able
men, and, if he makes a good impres
sion, he is often offered a promising
business connection. I could name
any number of successful business
men who got their start in this way.
The men who know Accountancy in
its broad sense make good; and the
men who select others know it.
“I find in my own practice that
the executives who have been
trained as accountants are the ones
who most easily grasp the informa
tion and the suggestions that I lay
before them. They are the men, too,
who, when on a directorate, are the
most likely, because of their knowl
edge of accounts, to dominate the
board as a whole.
“As indicating the importance
which really able men attach to
training in Accountancy,” added Mr.
Leidesdorf, “I might mention that
several of my wealthy clients have
requested me to take on their sons
as members of my staff in order to
give them a working knowledge of
Accountancy.
“Here is another point about Ac
countancy. Even the most astute
business man is likely to be ignorant
of just how he is making his profits
if the business as a whole is making
money. Especially is this true if the
business has several departments.
Some of these departments may be
making a big profit, while others
may be running at a loss.
“I remember a significant incident
[Forward to page 170
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Income
Taxes

WO very important
“4. The average monthly value for
the fiscal or calendar year of bills and
statutes recently
accounts receivable for (a) tangible
passed in New York
September, 1917
personal property sold from its
State, and of inter
est to accountants and business stores or stocks within the state; (b) tangible
executives, both in New York personal property manufactured or shipped from
and elsewhere, are reviewed in within the state; and (c) services performed with
these columns. These are the in the state; and the average monthly total value
state income tax on manufacturing and mercan for the fiscal or calendar year of bills and ac
tile corporations and the amendment to the stat counts receivable for (a) tangible personal prop
ute respecting no par stock. Both are typical erty sold from its stores or stocks within and
of statutes passed in other states. Other recent without the state; (b) tangible personal property
statutes will be considered in the October number. manufactured or shipped from within the state
and other states and countries; and (c) services
NCOME taxes on corporations are now being performed both within and without the state.
levied by a number of states. Among the states
“5. The average total value for the fiscal or
which have recently imposed these taxes are Westcalendar year of the stock of other corporations
Virginia, Connecticut, Missouri, Montana, and owned by the corporation, and the proportion of
New York. The New York statute applies only the average value of the stock of such other cor
to manufacturing and mercantile corporations. porations, within the state of New York, as allo
Every such corporation doing business within the cated, pursuant to section two hundred and four
state, whether organized under New York laws or teen of this chapter.
under the laws of other states, is subject to its
“6. If the corporation has no real or tangible
provisions. Hence, the law is of interest to ac personal property within the state, the city, vil
countants and business executives concerned with lage, or portion of a town outside of a village, in
any mercantile or manufacturing corporation do the state in which is located the office in which its
ing business within the state of New York.
principal financial concerns within the state are
Corporations covered by the tax are those en transacted.
gaged in manufacturing, buying, and selling
“7. Such other facts as the Tax Commission
“tangible” personal property. “Tangible personal may require for the purpose of making the com
property shall be taken to mean corporeal per putation required by this article.
sonal property, such as machinery, tools, imple
“8. Any corporation taxable hereunder may
ments, goods, wares, or merchandise, and shall omit from its report the statements required by
not be taken to mean money, deposits in bank, subdivisions three to seven, both inclusive, by in
shares of stock, bonds, notes, and credits, or evi corporating in its report a consent to be taxed
dences of an interest in property, and evidences upon its entire net income.”
of debt.”
The rate of tax is three per cent. on the net in
The amount on which the tax is imposed is come.
determined from the annual return of net income
Should the corporation not do its entire busi
made by the corporation to the United States ness within the state, the amount of income tax
Treasury Department. On or about July 1st of able is apportioned as follows:
each year, each of these corporations must sub
“The proportion of the net income of the cor
mit a report to the tax commissioners, specifying: poration, upon which the tax under this article
“1. The name and location of the principal shall be based, shall be such portion of the entire
place of business of such corporation; the state net income as the aggregate of—
under the laws of which organized, and the date
“1. The average monthly value of the real prop
thereof; the kind of business transacted.
erty and tangible personal property within the
“2. The amount of its net income for its preced state.
ing fiscal or the preceding calendar year as shown
“2. The average monthly value of bills and ac
in the last return of annual net income made by counts receivable for (a) tangible personal prop
it to the United States Treasury Department. erty sold from its stores or stocks within the
“3. The average monthly value for the fiscal or state; (b) tangible personal property manufac
calendar year of its real property and tangible tured or shipped from within the state; and (c)
personal property in each city, village, or portion services performed within the state.
of a town outside of a village, within the state,
“3. The proportion of the average value of the
and the average monthly value of all its real stocks of other corporations owned by the cor
property and tangible personal property wher poration, allocated to the state as provided by
this section,
ever located.
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Law

of apportioning the estate of a dece
among those entitled to share
PaceStudent dent
in it, without an inventory or ap
September, 1917
praisal of its value being necessary,
personal property of the corporation,
and without interrupting business, if the estate
wherever located.
“5. The average total value of bills and ac consists of an active concern.
“The new form of shares has the additional
counts receivable for (a) tangible personal prop
erty sold from its stores or stocks within and merit of putting the prospective investor on in
without the state; (b) tangible personal property quiry as to the actual value of the shares he is
manufactured or shipped from within this and about to purchase, uninfluenced by any represen
other states and countries; and (c) services per tation on the face of the stock-certificates offered
formed both within and without this state.
that the shares are of a certain stated value.
“6. The average total value of the stocks of
“This statement of so-called ‘par value’ ex
other corporations owned by the corporation.”
pressed on certificates of stock, always immaterial
By the provisions of the statute, corporations and often misleading, has been frequently not
subject to the tax are exempt from assessment on only a contributing aid to stock-watering transac
personal property, and need not pay any annual tions in the past, but it has been helpful to the
franchise tax.
dishonest promoters of corporations formed for
the sole purpose of disposing of worthless stocks.
“The popularity of the ‘no par value’ feature of
T the last session of the legislature, the New
York statute regarding corporations having New York’s corporation law is shown by the reve
nues which have been derived from fees and taxes
stock without par value was further extended.
The following announcement from the office of the on the organization of corporations of this par
Secretary of State comments on the advantage of ticular type, already reaching a sum in excess of
$1,500,000.”
this character of stock under the amended act:
“Among other things, the Walters-Pratt bill
N one form or another, the Golden Rule is Equity
is aimed at certain concerns which ruthlessly
found in most of the religions of the world. in Juris
water their stock, and dishonest promoters of cor
Likewise, it has a place in systems of jurispruprudence

porations whose one object is the marketing of
worthless stocks. The bill adds five new sections dence. Manifestations of the Rule are found in
to the Stock Corporation Law, and is so construct equity. One of these is in that part of equity
ed that it affords an easy and effective method of called the “marshaling of securities.”
Let us suppose that A is a creditor whose claim
changing the shares of stock of an existing cor
poration from stock having a fixed par value to is secured by two properties of the debtor, X and
Y. B is a creditor of the same debtor, his claim
shares that are without nominal or par value.
“Sections nineteen to twenty-three, inclusive, of being secured by property Y. A releases his
the Stock Corporation Law, enacted at the in security on property X. Under these circum
stance of the New York State Bar Association, in stances, equity will not allow A to resort to prop
1912, permitted the inclusion in the original char erty Y until the claim of B has been satisfied,
ter of corporations thereafter formed or reorgan despite the fact that A, in the first instance, had
ized of a provision for the issuance of shares a right prior to B. This rule rests upon the
without par value. It failed, however, to provide natural equity that “one man shall not so use
any method by which a corporation that had the rights which he enjoys, as to prejudice, un
already been formed could be reorganized so that necessarily, the rights or remedies of others.”
it could obtain the full benefits of the new law
In this illustration there were two creditors of
without going through the process of dissolution. a common debtor, one of whom had the para
“The advantage accruing to a corporation from mount rights in the two properties, and the other
the right to issue shares without an expressed of whom had the junior right in one of the prop
value, lies in the fact that such shares may be erties. Another rule of equity affecting similar
lawfully exchanged for patent rights, secret proc facts is that foreclosure by the paramount cred
esses, the good-will of going concerns, or other itor on the estate doubly charged shall not oper
intangible property rights involving some element ate to the injury of the junior creditor.
For example, A has a mortgage of $10,000 on
of speculative risk, without the necessity of a pre
liminary determination by the directors that the two lots—X and Y—each belonging to M, and
consideration received is equal to the face value each valued at $10,000. On lot Y, B holds a sec
ond mortgage of $3,000. If M does not pay the
of the shares.
“The corporation having shares without nom interest or the principal, A might foreclose on
inal value is likewise sometimes useful as a means lot Y for the full amount of $10,000. After A had
Bears to the aggregate of—

“4. The average monthly value of
Depart
ment all the real property and tangible
(Continued)

Stock
Without
Par
Value
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[Forward to page 171

“(6) The duplicate of the check
C NSTRUCTING a
O
workable account Pace Student and statement should be compared
ing system involves
with the originals, and the person
September, 1917
making the comparison should sign
more than laying
out a system of accounts. Those in the space provided therefor.
“(7) File the duplicate with the attached in
who are to operate the system
must receive ample instructions voices, documents, etc., in numerical order.
“(8) Post the payments from the Cash Book to
as to how it works. This taxes
the ingenuity of the accountant in explanation the “paid” column in the Voucher Register, re
and definition. One point of difficulty frequently cording the date and check number.
“(9) Index the Voucher Register as follows:
met is the operation of the Voucher Records.
(a) Where transactions are not numerous, an
The following instructions concerning voucher
records, prepared by A. F. Young, C.P.A., Ac ordinary index in front of the book will answer
countancy Institute of Brooklyn, treasurer of the purpose.
(b) Where transactions are numerous, and it
Nestles Food Company, are suggestive:
“(1) Upon receipt of invoices they should be is desirable to know how much has been pur
O.K’d as to price, extension, etc., as per illustra chased from any particular creditor, use a card
tion below, the form of which is placed on the index with the creditor’s name at the top, and
columns for “voucher register,” “folio,” “descrip
invoice by rubber stamp:
tion,” and “amount of invoice.” In some in
stances, a “paid” column could also be used to
Date Rec’d
and by whom
advantage. These cards, when filled out, will
serve as an index, showing the folio on which
Quantity
each invoice has been recorded in the Voucher
Checked
Register, and they will also show the total pur
chases, the paid items which would be checked in
Price
Checked
the paid columns, if used, and the unpaid items
which would remain unchecked; the latter items
Extension
aggregating an amount which should agree with
Checked
the credit balance in the Vouchers Payable Ac
Payment
count in the General Ledger. This card system
Approved
is, in principle, the same as a Creditor’s Ledger,
but involves less work in posting.
Entered
“Locating Vouchers in File. In order to locate
Vouch. Rep.
the voucher and all papers connected therewith,
“(2) Enter invoices in Voucher Register, but look in the Voucher Register index for the credi
do not number them unless numbering will be to tor’s name, and ascertain the pages on which the
an advantage in keeping track of the invoices.
name appears. Then look in the paid column,
“(3) After entering invoices in the Voucher and, if paid, the check number will be given, and
Register, file them alphabetically in a temporary the duplicate, together with invoices attached, can
file, pending payment.
be found in numerical order in the file. If the
“(4) If invoices are numerous, it will be neces invoice remains unpaid, it can be found in the
sary, in order to keep track of the date of pay temporary file, in alphabetical order.”
ment, to record (a) creditor’s name; (b) date of
invoice; (c) amount of invoice; and (d) date of
HIS is the age of the young man. He has The
payment—on separate cards or slips which may
chances in Business that his father and Young
be filed in a daily file under the date of payment.
grandfather never had. If he fails to grasp them
Man
“(5) When the date of payment arrives, take and turn them into power and financial return, he
in
Busi
from the temporary file the invoice indicated on has nobody to blame but himself.
ness
the card and draw a Voucher Check in duplicate
At least this is the belief of Charles D. Joyce,
(as per form attached), in payment of the invoice, of Philadelphia, president of the National Asso
giving sufficient explanatory detail on the state ciation of Credit Men, who, according to the New
ment attached to the check to identify the in York Herald, recently made a speech in Kansas
voices paid. Then enter the check in the Cash City in which he took occasion to give public utter
Book, stating the number, payee, and amount. ance to some of his views on business success.
Attach all invoices and original documents which
Here are some of Mr. Joyce’s rules:
may refer to the payment to the duplicate of the
Know your business.
check and statement.
Put “punch” into your work every minute.
A CCO U N T TO C H A R G E

Vouch
er Rec
ords

T
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request of certain designated offi
Study your work and everything
that appertains to it in your home PaceStudent cials.
hours.
Office boys are required to visit
September, 1917
desks at regular intervals during the
Do as well as your fellow-workers
and just a little bit better.
day for the collection of papers to be routed from
Don’t let the biggest social engagement inter one desk to another. This is a very desirable
fere with the smallest business duty.
rule, as otherwise the boy may use his discretion,
Don’t have too many “dates.”
or there may be a tendency on the part of a clerk
Mr. Joyce should know what he is talking to keep the boy occupied carrying papers sepa
about, for in 1884 he entered the employ of the rately instead of collectively.
A. Colburn Company, dealers in coffees and
Another interesting provision is that concern
spices, as an office boy at five dollars a week. ing the obtaining of papers from the file-room.
To-day he is president of the company, and has The clerk calls up the file-room for the papers.
six hundred workers under him.
They are brought to his desk by a messenger.
He gives the messenger a receipt. Upon return
Organi
N these modern days, written communication of the papers to the files, the receipt is returned
zation
must be depended upon more and more in the to the clerk. In this way the files show precisely
management of large corporations. For this reawhere papers removed may be in the office.
Rules
son, rules and regulations are issued, usually in
This is merely suggestive of the rules that
printed form. Such rules and regulations should might be applied in an office. Of course, special
be available to new employees, so that they may circumstances might call for a different treat
quickly learn the policy of the establishment. ment, or for treatment of other subjects than
Rigor of the rules may be eased by specifying cer those named.
tain privileges on the part of the employee. Sub
jects recommended for insertion in a booklet of
IGURES issued by the Bureau of Foreign and Dye
general information by the National Association
Domestic Commerce indicate that the num stuffs
of Corporation Schools are:
ber of concerns manufacturing dye stuffs in 1914
1. Absence rules
14. Physical examination was seven, and that to-day there are some one
hundred and fifty. On the basis of these figures,
2. Bell signals
15. Questions
The Nation’s Business estimates that whereas
3. Bulletin boards
16. Registering
American
plants made about 6,500,000 pounds of
4. Cleanliness
17. Resignations
coal-tar
color
in 1914, they are now producing at
5. Courtesy
18. Restaurant
a
rate
which
may
be around 20,000,000 pounds a
6. Educational offers 19. Rest rooms
year.
7. Elevators
20. Silence
8. Fire regulations
21. Suggestions
ACIFISTS claim that the main reason for the Univer
9. Library
22. Tardiness
long-continued peace between the United sal
10. Lockers
23. Telephone
States
and Canada is the absence of fortifi

Democ

11. Lost and found
24. Vacations
cations
on
the
borders.
In
one
sense
they
are
racy
12. Overtime
25. Visitors
right. Fortifications would probably have been
13. Pay-day
26. Working hours
an insistent challenge to the armed strength of
27. Written and oral communications
the respective nations. America initiated the
in business.
negotiations for the treaty under which neither
A set of rules, somewhat along these lines, is side is armed. But this is by no means the real
used by Marden, Orth & Hastings Company, Inc. reason for peace. Two nations having so much
They were issued by Richard FitzGerald, con in common and so thoroughly understanding
troller, a former Pace student. Certain of these each other can readily dispense with the test of
rules deserve special attention.
armed strength. Conflict is the result of em
One rule is that the internal telephone system phasizing the differences, and minimizing the
should be used to secure information from other common interests, of mankind. Understanding is
departments rather than for the clerk to leave his the great peace-maker. The United States and
desk. This rule is designed to eliminate waste Canada understand each other, because the
time. The use of office boys for carrying papers United States and Canada are democracies
and documents is prescribed, so that the time of with mutual interests.
clerks will not be employed in this work. Still
Autocracy cannot understand the motives of
another rule, on the subject of information, is that democracy, nor can democracy sympathize with
the employees are forbidden to give any in the motives of autocracy. Universal democracy
formation regarding their work, except at the is the prerequisite to universal peace.
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Tools
of
Sales
man
ship

OOLS are necessary in all
kinds of business. Some tools
are mechanical and easily
seen; others are of a subtle kind, and
their operations are not so clearly
discernible; but tools they are, just
the same, and as such must be re
garded. It is, in a sense, a plati
tude to observe that, no matter what
the business, the tools must be kept
sharpened and in good repair; other
wise, there will be no finished prod
uct worthy of the name.
Take salesmanship for example—
oral salesmanship, I mean. Some
of the most useful tools here are a
well-modulated voice; distinct enun
ciation; the use of correct, simple
English; and the ability to present
facts and arguments in so clear-cut
and orderly a manner that the pros
pective purchaser will instantly
grasp them. If a salesman does not
possess these tools, or does not keep
them in good condition, he need
lessly handicaps himself. He works
with sand in the gears.
To illustrate: the other day I went
to an automobile salesroom to look
at a car—
not a limousine, I will ad
mit, but still a car—which I thought
I might buy. The salesman who
took me in charge was a brisk young
fellow. He was neatly dressed. He
was courteous and anxious to please.
He did not “knock” competing cars.
And he talked with authority; there
was the note of finality in what he
said—I liked that. In these respects
he was not a poor salesman.
On the other hand, he talked too
much. He never gave me a chance
to ask questions. He kept doing
what he called “antispatin” my ques
tions. What he said was too tech
nical for me; I grasped only a little
of it. And he was like a bumblebee
in buzzing from one thing to an
other; his selling-talk was disorderly
and disjointed. I got only a con
fused impression of many unrelated
points—at least, they seemed unre
lated to me.
His English grated on me, too.
He persisted in saying “these kind,”
“hadn’t ought,” “between you and I,”
and “this here”—to mention only a
few errors; and he used too much
slang. His enunciation was offen
sively faulty—like that of many care
lessly speaking Americans, be it said
to our discredit. He said “sawr” in
stead of “saw,” “frinstance” instead
of “for instance,” “whatcha” instead
of “what do you,” “manfackcher,”
instead of “manufacture,” “polcy”
instead of “policy,” and so on. I felt
all the time like telling him to open
his mouth.
As for his voice, it was highpitched and strident. There was no
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mellowness or resonance in it. The
result was that I felt nervous and
irritated; and my attention was de
flected from his description of the
car to his vocal mannerisms and de
fects as a salesman. I began to feel
that I wanted to get away—and I
did shortly—for the sum total of
favorable impressions made upon me
was less than the sum total of un
favorable impressions.
I have noticed these same defects
—some of them anyway—in many
salesmen that have come to see me
at my office. While they are gener
ally good fellows, and know what
they are talking about, they have
often impressed me unfavorably be
cause of their poor English, their
poor enunciation, their poorly man
aged voices, or for some other rea
son, insignificant in itself, perhaps,
but bearing pretty directly, none the
less, on the matter of impression
making. And I know that many of
my business acquaintances have been
as unfavorably impressed as I have.
If I were to give a word of coun
sel to the great majority of sales
men throughout the country—the
men who depend largely for their
success upon what they say by word
of mouth, my counsel would run
somewhat like this:
Furbish up your English. Make
sure of your grammar. Weed out
most of your slang quips and turns.
Add to your vocabulary a plentiful
stock of Anglo-Saxon words and
phrases. Settle the correct pronunci
ation of the words you use. Speak
plainly, taking time enough to bring
out every syllable that a word has.
Train your voice so that it becomes
mellow and resonant and pleasing.
And get some notion of how to ar
range what you have to say so that
it will be understood by, and come
within the experience of, the people
to whom you are trying to sell goods.
These things and others like them
I would say to salesmen, because
selling is like every other kind of
business—it has its tools, and these
tools, especially those that relate to
the use of English and the handling
of the voice, must be kept in the best
of condition in order to insure the
best selling-results.
EDWIN J. ROBESCH, Pace Insti
tute, formerly employed by the
Knickerbocker Mutual Liability In
surance Company, has accepted a
position on the bookkeeping staff of
Pearsall & Company.
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A ERICAN accountants have
M
contributed largely to the edu
cation of financial and com
mercial houses in the presentation of
statements. The following extract
from The Accountant, an English
weekly, is complimentary to the
prowess of Accountancy in America:
“The writer of Banking Notes in
the Financial News remarks that in
respect of the great majority of bank
balance sheets in this country, it is
impossible to tell either what per
centage of the bank’s portfolio con
sists of prime paper, or what propor
tion is of short maturity. It is re
garded as surprising that our banks
have not altered their method of pre
senting accounts to the public by
adopting some uniform system by
which the existing headings are dis
sected. Cash in hand should be kept
distinct from balances at the Bank of
England, and money at call from
money at short notice. Government
and other securities should be shown
as individual items. Loans should be
divided into groups, according to na
ture and maturity. Treasury bills
should be shown apart from ordinary
discounts.
Bank and commercial
bills should be divided and itemized
according to maturities. The con
tributor regards the Balance Sheet
just issued by the Irving National
Bank (an American house) as more
nearly approaching the ideal so often
discussed. This institution marshals
its assets as follows:
(1) Cash in vault.
(2) With Federal Reserve Bank
and exchanges for clearing-house.
(3) With
correspondents
and
loans at sharp call.
(4) Eligible for rediscount with
Federal Reserve Bank.
(5) Other loans and discounts due
within thirty days, due thirty to
ninety days, due ninety to one hun
dred and eighty days, due after one
hundred and eighty days.
(6) Short-time securities.
(7) United States and other bonds,

Nos. 1 to 4, inclusive, are marked
as assets ‘immediately available.’ ”
Another evidence of interest taken
by English accountants in the prog
ress of Accountancy in this country,
is the publication in The Accountant.
in full, of the recent pamphlet or
“Fundamentals of a Cost System for
Manufacturers,” issued by the Fed
eral Trade Commission. The Ac
countant has arranged with Profes
sor Lawrence R. Dickse, M.Com.,
F.C.A., for a series of contributed
articles dealing with the important
questions in connection with the sys
tem outlined in that pamphlet.

Prog
ress in
Accoun
tancy

Foreign
Lan
guages

O E branch of learning which
N
this war has demonstrated the
need of in America is foreign
languages. If we are to be a truly
world power, if we are to cultivate
intimate social and trade relations
with foreign countries, our people
must know other languages than
English.
New opportunities for young men
in foreign trade are in the making.
From now on our foreign trade will
grow by leaps and bounds. Three
causes for this growth are: necessity
of rehabilitating European countries
now devastated by war, the build
ing of an American merchant ma
rine, and the establishment of
branch American banks abroad.
Europe cannot supply all that will
be necessary to rebuild. These sup
plies must come largely from
America. The extent of this foreign
trade can be surmised from the ter
rible destruction of the world con
flict.
The great barrier to the develop
ment of trade in South America has
been the lack of an adequate mer
chant marine.
Time and again,
statesmen and business leaders have
urged America to cultivate trade
relations with South American coun
tries. Despite these urgings, our
commerce with that continent is
comparatively negligible. A large
part of this trade has gone to Ger
many. Germany’s one big ally in
securing it has been her merchant
marine. Upon the termination of the
war, Germany’s home needs must
check her foreign expansion, at least,
temporarily.
Moreover, we will
then have a large ocean merchant
marine, our first line of attack for
markets which are naturally ours.
Recent developments in banking
give a clue as to the future prospects
in foreign trade. A provision of the
Federal Reserve Act, passed shortly
before the war, accords national
banks the privilege of having foreign
branches. Until the last year, little
attention was given to this provision.
To-day, many banks are training
young men for positions in the for
eign branches they are opening. In
modern commerce banks are indis
pensable to trade. Trade is likewise
indispensable to banks. These banks
are investing their funds in foreign
branches, because they know that
American trade in foreign countries
will warrant the expenditure.
Some men understand foreign lan
guages who do not understand busi
ness. Others understand business,
but do not know foreign languages.
Conditions are upon us which will
demand men who have the combina
tion of a knowledge of foreign lan-
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guages and a broad business educa
tion.
Blind indeed is the young man who
does not recognize the multiplied op
portunities for business success
which the training in one or more
foreign languages will bring.

E all like to know where
we stand and how we
measure up. The follow
ing, written by H. J. Barrett, in the
New York World, is so much to the
point that we print it entire.
“ ‘Here is a blank application
which is used by one of the coun
try’s great advertising agencies for
the purpose of judging the qualifica
tions of candidates for employ
ment,’ remarked a local business
man.
“ ‘It struck me that most of the
questions applied equally well to al
most any line of business. Look it
over and see how you measure up.
Note that they demand the infor
mation regarding your record with
former employers four times, i.e.,
from four employers.
Have you judgment?
Manual accuracy?
Mental accuracy?
Clearness of expression?
Patience?
Perseverance?
Poise?
Energy?
Self-confidence ?
Optimism?
Are you systematic?
Conscientious?
Deliberative?
Impulsive?
What do you lack?
What is your ambition?
Do you do your best work when
it is planned for you, or when you
plan your own work?
How seriously do you take your
work?
What is your hobby?
Does it interfere with your busi
ness?
How do you spend your leisure
time—chief sports or amusements?
Are you a member of any club,
organization, or society?
Former employers?
Name and address?
What work did you do?
What salary did you receive?
Why did you leave?
What one thing do you think
you contributed while at this work
which improved or developed either
it or the method of handling?
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Of what part of the work are you
most proud?
“ ‘Then comes a test which ap
plies only to the advertising pro
fession.
Select from the last issue of the
(name of well-known national
weekly) what, in your opinion, are
the three best advertisements. Give
your reasons for this selection in
not more than 100 words.
“ ‘This application blank is sup
plemented by a personal interview
upon which much depends.’ ”

Mea
suring
Your
self

HE Pace Student takes plea
sure in quoting portions of a
letter from W. E. Atkinson,
Managing Director of the Merchant
Traders of America, in which he
gives his views on Democracy in
Business, which was the subject of
an article in our April issue.
Mr. Atkinson expresses his appre
ciation of the great importance of
the question at the present time, and
then states in the following terms
the means necessary for securing
this object:
“It seems to me that the best
medium for the development of an
esprit de corps in any enterprise is
founded on interest.
In other
words, if a man works on a com
mission basis, his labors are usually
accelerated, unless he be a laggard.
If a man works on a cooperative
arrangement with his employers, the
relations are even more cordial and
the effort more enthusiastic. Hence,
it seems to me that democracy in
business can arise in two ways:
“1. By the employer providing
the opportunity for individual in
itiative and cooperation by the
employees, and encouragement of
organizations for their benefit.
“2. By the desire of the employ
ees, having been given the oppor
tunity to come into closer relations
with their employer and one an
other, of their own volition to take
steps to insure greater democracy.”
The foundation of commercial de
mocracy is embodied in the two
principles enunciated by Mr. Atkin
son. The business organization and
the employees that adopt these poli
cies should enjoy mutual content
ment and prosperity.

Democ
racy in
Busi
ness

M. BRECKWOLDT, Accountancy
Institute of Brooklyn, has joined the
Depot Company, Co. B, 1st Battal
ion, New York Signal Corps, N. G.
J. E. P. MORGAN, Pace Institute,
Extension Division, has joined the
One Hundred and Tenth Regiment
of the Canadian Expeditionary
Force.

N TIONAL pre
A
nor would a medical student think of
paredness is, after PaceStudent studying only about the ear or the
all, a matter of indi
throat to become an ear or throat
September, 1917
vidual prepared
specialist. Likewise, a broad course
ness. At this time industrial pre in accounting is a necessary foundation to the
paredness of individuals is essen man who would study the specialized subject of
tial to speedy military success. cost accounting. To reach the highest point in a'
After the war this industrial pre business specialty, a broad general business edu
paredness of individuals will be indispensable to cation, as a foundation, is indispensable.
The counsel of men experienced in business,
national, economic, and material welfare.
Every important nation is now, by force of cir or experienced in educating for business, should
Personal
Prepared cumstance, keyed to the highest pitch in indus be obtained as to a specific course. They will
ness trial efficiency. Traditions and precedents have gladly give advice which may prevent expensive
been overturned by the necessity for action. All mistakes.
A new era is dawning upon the business world.
this effort is now directed toward military su
premacy. In the future, it means keen competi It will call for executive effort of the highest and
most skilled type. Whether the young man is to
tion between worthy rivals for world markets.
America must get her share of this world trade. be a routine toiler or a constructive leader de
America’s hope lies in the preparedness of the pends upon how he prepares now for the work
he is to do then.
young men of America to
contribute intelligent direc
CHOOL spirit does not School
tive effort. For his own
THE PACE STUDENT
mean effervescent Spirit
good and for the good of the
noise.
You cannot judge the
Nation, every young man
A Magazine of Service
contents of a bottle by the
Interpreting
should prepare to render the
the Purpose, Spirit, and Needs
popping of the cork. School
most effective service in this
of Modem Business
spirit simply means doing all
new alignment of industrial
you can to help your school
activity.
maintain a high reputation,
For most young men, this
Published Monthly
and to increase the scope and
preparedness means a course
degree of its influence.
of study. Careful planning
Subscription Price $1.00
School spirit means that by
should precede the undertak
a Year, Payable in Advance
helping others you help
ing of the course. Courses
yourself.
far removed from business
PACE
PACE, Publishers
If a graduate gives poor
utility should be avoided.
30 Church Street
service, he hurts his school
Highly specialized study is
New York
and hurts the vocational fu
usually advisable only after
ture of the other graduates
a thorough study of a broad,
Copyright, 1917, by Pace & Pace
fundamental course.
from his school. If he ren
The best guide in planning
ders efficient service, he
a course of study is the need for men trained in helps his school and helps those who
the specific subjects considered. So-called “new graduate from his school. The greater the num
professions” or fad vocations, offering roseate ber of students graduating from his school who
promises of success with little effort after an render useful service, the greater the value of his
insignificantly short course of study, have lured own graduation certificate in his efforts to climb
many young men from practical study work. high in his vocation. His interests and the inter
These are in the same class as other “get-rich- ests of his school are inseparably linked.
Vocational service of the school to its students
quick” schemes, and should be shunned accord
is based, not only upon what goes out from the
ingly.
Self-culture courses of a general nature, not school to the students, but also upon what comes
connected with orthodox academic training, are into the school from the students. There must
seldom of lasting benefit. If they enlist the in be a complete cycle of cooperative effort. The
terest of the young man, he should regard them school must render its best service to the student,
as courses to be taken after, and not before, the and the student must give his best service to the
study of subjects which will fit him for immediate school. To the degree in which students show
utility in the business world.
true school spirit, is the field of utility of the
A law student would not think of studying only school broadened, and are the opportunities of its
corporation law to become a corporation lawyer, students multiplied.
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social relations. Then we shall be
PECULATION is now rife as to
what women will do during and Pace Student come “positive affirmatives”; and it
is the “affirmative” folks that con
after the present war. Sometimes
September, 1917
ceive things, plan things, and ac
this speculation is mixed with
complish
things.
a species of sensationalism. Love of contrast
leads some newspapers to feature women in posi
ET us have more “cooperative intuition,” as Intuition
L
tions as much beyond the vocational field of
a business friend of mine aptly calls it.
women as it is possible for imagination to picture.
What the patriotic, sensible women of America There are certain things which we should like to
want, and what they propose to get, is an oppor have our associates, our subordinates especially,
tunity to render worth-while service of a char do—things they should think of themeslves, with
acter suited to their abilities. The opportunities out suggestion or prodding from us. They are
are not difficult to see. Thousands of women are things that we cannot very well chart or codify
in industry to-day. Thousands of men are doing or discuss because of their flexible nature. They
duties similar to those performed by women in mean a lot, though, to a busy executive in the longindustry. Gaps in the ranks of these men are run. The private secretary, who, when the clos
bound to occur during the war. Women who can ing hour comes, silently closes his desk and takes
be spared from their home duties will render the his departure without consulting his employer
most useful service by taking the places of these who is still in his office, lacks “cooperative intui
tion.” The stenographer, who, because of the sud
men.
An answer to the problem is suggested by the den piling-up of work, mechanically works on
Government itself. Instructions have been issued without using judgment as to what letters shall
that, so far as possible, all new clerical positions be left till the morrow, lacks “cooperative intui
tion.” The office boy, who, even when he casually
in the Government service be filled by women.
Only a short period of training is necessary for notices that incoming pieces of mail have been
the educated woman who would engage in office incorrectly routed, says nothing about the matter,
work. Sufficient varieties and kinds of office work lacks “cooperative intuition.” An alert, never
exist to meet the varying abilities and capabilities flagging interest in one’s work and its possible
of different women. Office work is preeminently expansion—this is what lies at the root of “co
a branch of work for which women, as an en operative intuition.”
tirety, have demonstrated capacity. Hence, the
ODERN executives are coming to realize Voca
woman who would quickly find a useful sphere
the importance of proper vocational ad tional
for her activities during the present war can
justment on the part of their employees. Apro
 
make no wiser choice than office work.
Adjust
pos of this matter, Thomas E. Wilson, president ment
Be “HE is not without friends,” we say when of Wilson & Company, successors to the great
Positive
we mean to let an unsociable person meat packing concern, Sulzberger & Sons’ Com
down easily, in respect to his capacity for mak pany, is quoted in the August issue of the Ameri
ing friends. Grammarians call this collocation of can Magazine as saying:
“I strive constantly to have every employee on
words a “double negative,” which is equivalent
to a “softened affirmative.” It is a desirable the pay-roll doing the kind of work he likes to
enough way of expressing oneself, if one does do. At every opportunity I talk to the men, in
not wish to make a positively affirmative decla cluding the laborers about the plant, trying to
find men who have special aptitudes or liking for
ration.
Still, it’s somewhat of a reflection upon a person some particular thing. A man may be doing his
when you “double negative” him, isn’t it—espe task well, but there is always the chance that he
cially when you are referring to his basic quali could do something else even better. Think of
ties? If you tell me I am “not without” good the plight of the man who is obliged to sit and
looks, “not without” brains, “not without” indus add figures all day when he is naturally poor at
try, “not without” sympathy, “not without” figures, but is a born wonder as a mixer among
capacity for development, I do not feel especially men, and yearns to be out selling goods. Think
complimented. The trouble with a good many of what he is losing and what his employer is
us is that we are “double negatives”—“softened losing!”
affirmatives,” if you please.
Let us get rid of the “double-negative side” of
NDER a cooperative plan instituted by the
our natures. Instead of being “softened affirma
management, more than one-half of the em
tives,” let us develop a downright, square-toed
ployees of the Mechanics and Metals National
attitude upon all vital aspects of our business and Bank, of New York City, are share holders.
Women
in Busi
ness
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Instal
ment
Distri
bution
of Part
nership
Assets

B SINESS men and
U
bears losses in the ratio of 60 per
accountants are PaceStudent cent; B, 15 per cent; and C, 25 per
often called upon to
cent.
September, 1917
work out the divi
At the time of each distribution,
sion of losses and to make a dis there must be withheld as to each partner his
tribution of the assets of partner proportion of contingent losses. The balance,
ships in instalments. Unless a which would be in the capital account of each
partnership business is sold as an partner, assuming all unrealized assets lost, is
entirety, the realization of cash for the assets is determined. If a debit balance should, under
Elmer O. ordinarily slow. Partners do not care to wait
these conditions, appear in one or more partners’
Stevens,
until
all
of
the
assets
are
realized
in
cash,
and
accounts, then the proportions of loss which
C.P.A.
the necessity for dividing such cash as has been would be incurred by the other partner, or part
secured arises. The making of this division in ners, should the debtor partner, or partners, be
such manner as to protect each partner, should all unable to pay, is determined. This proportion of
the remaining unrealized assets be lost, involves loss is deducted from the amount of credit bal
a perplexing problem. Probably for this reason ances appearing in the other partners’ accounts,
the following proposition, dealing with the instal the result giving the amount to be distributed to
ment distribution of partnership assets, was given each of these partners. Illustration of the steps
in the first examination of the American Insti to be taken in each case follows:
tute of Accountants last June:
Deducting May collections of $15,000 from the
total capital, there remains $150,000 as the maxi
A, B, and C were in partnership, A’s capital mum loss that possibly can be incurred. A’s pro
being $90,000; B’s, $50,000; and C’s, $50,000. portion of this contingent loss is $90,000; B’s,
Their agreement is to share profits in the follow $22,500; and C’s, $37,500. Assuming these
ing ratio: A, 60 per cent; B, 15 per cent; C, 25 amounts debited to the respective accounts, bal
per cent. During the year, C withdrew $10,000. ances would appear as follows: A, debit balance,
Net losses on the business during the year were $9,000; B, credit balance, $25,250; C, debit bal
$15,000, and it is decided to close out the business. ance, $1,250. Should this loss ensue, and should
It is uncertain how much the assets will ulti A and C be unable to pay their obligations to B,
mately yield, although none of them is known to then the amount of their indebtedness deducted
be bad. The partners, therefore, mutually agree from B’s balance would leave $15,000 as the
that as the assets are liquidated, distribution of amount B would receive. This is the amount B
cash on hand shall be made monthly in such man receives under the first distribution, neither of
ner as to avoid, so far as feasible, the possibility the other partners receiving anything.
of paying to one partner cash which he might
Upon deducting the $13,000 collected during
later have to repay to another. Collections are June from the total of the partners’ balances,
made as follows: May, $15,000; June, $13,000; which represent total assets, we have $137,000 as
July, $52,000. After this no more can be col the maximum possible loss. Apportion this total
lected. Show the partners’ accounts, indicating in the same manner as before, and A’s proportion
how the cash is distributed in each instalment, is $82,200; B’s, $20,550; and C’s, $34,250. The
the essential features in the distribution being to capital accounts then stand, if debited with these
observe the agreement given above.
amounts: A, debit balance, $1,200; B, credit bal
ance, $12,200; and C, credit balance, $2,000. If A
In solving this problem, the effect of the dis were unable to pay the $1,200 debit balance in
tribution on the partners’ interests can be shown his account, the loss must be distributed between
best by means of a columnar statement. C’s with B and C in the relative proportions that they
drawal is first deducted from his original contri would stand other losses—that is, three-eighths
bution of capital. Net losses for the year are or $450 to B, and five-eighths or $750 to C. This
next apportioned among the partners, in accor would leave as B’s balance, $11,750, and C’s bal
dance with their partnership agreement, and de ance, $1,250, which would represent the propor
ducted from the balances of the partners’ capital tions of the $13,000 each would receive.
accounts, leaving balances of: A, $81,000; B,
The July collections reduce the combined losses
$47,750; and C, $36,250; aggregating $165,000.
of all the partners to $85,000. A’s share of this
To avoid overpayment of any one of the part loss is $51,000; B’s, $12,750; and C’s, $21,250.
ners’ accounts in making instalment distributions When the loss has been applied to the balance of
of cash realized from liquidation of the assets, the each partner’s account, we find that A will receive
accounts must be ultimately brought to the same $30,000 of the $52,000 collected in July, B will
proportions that losses would be sustained. A receive $8,250, and C will receive $13,750.
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(Continued)

Effect of Distribution on Partners’ Capital Accounts
A

Partners’ Capital................................................................. ..................
Less, Withdrawal .............................................................

Less, Net losses during year.............. ............................. .................

B

C

Total

$90,000

$50,000

$50,000
10,000

$190,000
10,000

$90,000

$50,000

$40,000

$180,000

9,000

2,250

3,750

15,000

$81,000

$47,750

$36,250

$165,000
15,000

15,000

Distribution of Cash—May collections........................

$81,000

$32,750
11,750

$36,250
1,250

$150,000
13,000

$81,000

$21,000

$35,000

$137,000

Distribution of Cash—July collections ........... .. . ............

30,000

8,250

13,750

52,000

.................

$51,000

$12,750

$21,250

$85,000

Distribution of Cash—June collections......................

Losses chargeable to partners.............. ..

A, CAPITAL
To Net Loss (60%)..............................................
“ Cash ..................................................................
“ Loss on Realization.......................................

By Balance (at beginning)

$ 9,000
30,000
51,000

$90,000

$90,000

$90,000

B, CAPITAL
To
“
“
“
“

Net Loss (15%)..............................................
Cash ...................................................................
Cash ...................................................................
Cash ...................................................................
Loss on Realization.......................................

$ 2,250
15,000
11,750
8,250
12,750

By Balance (at beginning)

$50,000

$50,000

$50,000

C, CAPITAL

To
“
“
“
“

Withdrawal ....................................................
Net Loss (25%) ...........................................
Cash .................................................................
Cash .................................................................
Loss on Realization.....................................

By Balance (at beginning) .................................

$10,000
3,750
1,250
13,750
21,250

$50,000

$50,000

$50,000
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bearing upon this very matter. A
certain friend of mine is at the head
of a concern which does an annual
business well up in the millions. His
son, a young fellow only twenty-four
years old who had studied Account
ancy, took it into his head to exam
(Continued) ine the profit-results of each depart
ment. He found that two of them
were running at a heavy loss. At
first his father laughed at his find
ings, but later they were proved to
be correct. To-day that business is
almost twice as profitable as it used
to be—all because a young chap who
had studied Accountancy decided to
investigate and systematize it.”
“Have you any views upon the
kind of young men that should study
Accountancy either as a profession
or with the purpose of becoming
business executives?” I asked Mr.
Leidesdorf. “Yes, I have some very
positive views,” he replied. “The
young man going into Accountancy
should naturally be of an analytical
and inquiring turn of mind. He
should be somewhat of a mathema
tician. He should take an interest
in finance, economics, and matters of
that kind. But, above all, he should
have sound business sense; he should
train himself to understand all kinds
of business opportunities when they

Samuel
P.
Lieides
dorf,
C.P.A.
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come up. The best accountant must
be much more than a wizard at fig
ures.
“And now we come to the matter
of study,” went on Mr. Leidesdorf.
“A man who wants to get ahead in
Accountancy, and by Accountancy I
mean accounting, finance, law, eco
nomics, and principles of organiza
tion and management, must study the
subject from all angles. Account
ancy is a science, and a broader and
more far-reaching science than most
people realize. It is based on prin
ciples and laws that must be fully un
derstood. The best way to master
Accountancy is by means of study.
Personally, I prefer study in a good
institution to study by oneself.
Actual experience is, of course, very
important. In my opinion, that ac
countant is developing himself in
the best way who combines theoreti
cal study with its practical applica
tion. The day of the single-track
bookkeeper who called himself an
accountant and made other people
believe him has gone by.”
Mr. Leidesdorf, still a young man

in fact, has been so successful that
his views are entitled to great re
spect. For that reason, they have
been set forth in some detail. His
words should bring encouragement
to hundreds of young men who are
studying Accountancy and Business
Administration. One of the attri
butes of success—an attribute which
Mr. Leidesdorf himself possesses to
a great degree, but did not mention—
is personality. Considerate of others,
even-tempered, just, and four-square,
Mr. Leidesdorf has only to meet a
man to make him a friend for all
time.

eunion of the classes of
Pace & Pace Resident School
of Accountancy in New Haven
was held at The Momauguin, Mon
day evening, July 9th, 1917. In
formal remarks were made by V. R.
Kilboy of the senior class, and E.
Manchester, Jr., and G. A. Hilliard
of the junior class. The speaker of
the evening was Donald A. Adams,
whose subject was “Preparing for
Opportunities.”

R

Snapshot definition of a good
junior accountant by a senior:
“Doesn’t make a peep and uses
his head. ”

What can I do?
This is the question thousands are asking. National appraisal has caused searching indi
vidual self-appraisal. Animated by patriotic motives, men and women are now, more
than ever before, interested in determining their capabilities. In appraising yourself,
or others, mere guesswork may be eliminated and scientific conclusions reached, by
using the book—

“HOW TO CHOOSE THE RIGHT VOCATION”
By Holmes W. Merton

Lecturer on Vocational Counseling, Pace Institute, New York

This book will enable you to determine what aptitudes you possess, and what vocations
afford the best opportunities for utilizing these aptitudes. With equal facility, the
vocational aptitudes of others may be determined.

Employers, parents, and educators, as well as those who wish to determine their own
abilities, will find this volume an invaluable guide.
You may obtain Doctor Merton’s book by remitting $1.62, which includes postage, to—

PACE & PACE
HUDSON TERMINAL

30 CHURCH STREET
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Law received the proceeds for his debt,
Depart there would remain no value to se
ment cure the mortgage of B. In this in

stance, equity will intervene on be
half of B, so that B will be substi
Continued) tuted, or, as it is called, subrogated,
to the rights of A in lot X. Thus,
the assets of M have been so mar
shaled that the security of the junior
mortgagee is not impaired, and the
respective rights of A, B, and M are
equitably adjusted.
In certain cases the above would
be modified, and the junior creditor
permitted to compel the paramount
creditor to foreclose on the estate
not doubly charged, before resorting
to the estate on which the junior
creditor has a mortgage.
A third example of marshaling se
curities is where a judgment debtor
holds two tracts of land subject to
the lien of the judgment. The judg
ment debtor then sells one of the
tracts.
The purchaser from the
debtor has the right to have the
judgment satisfied first out of the un
sold tract, his tract being resorted
to only to the extent that the tract
not sold him is insufficient to meet
the claim. This right of the pur
chaser is paramount to the rights
of other creditors subsequently get
ting a lien on the unsold tract.
Broadly speaking, the doctrine is,
that if several creditors have a com
mon debtor who has several funds,
all of which can be reached by one
creditor, and only a part of which
can be reached by the others, the
one creditor must take payment out
of the funds to which he can resort
exclusively, so as not to impair the
rights of the others. A modification
of the doctrine as stated is, that if
the other creditors can be subro
gated, this remedy may be invoked.
Even a superficial examination of the
examples show that the doctrine is
not only founded upon elementary
principles of justice, but also is a
preventive of fraud.

Inven
tories

ARGE organizations have sys
tematic means of taking in
ventories. These inventories
include merchandise, materials, and
property held for permanent use.
Corporations frequently make a defi
nite charge to department heads for
the fixed property used in the de
partments. Such things as furniture
may be marked with a number and
also a symbol as to each department.
A desk might be marked “S26,” indi
cating that the desk is chargeable to
the selling department, and that its
number is twenty-six. At certain in
tervals the person in charge of prop
erties will check up the book-inven
tory by a physical inspection, going

L
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from one piece of furniture to an
other and checking each piece on the
inventory. This manner of inven
tory extends even to keeping a rec
ord of the number of ink stands,
rulers, etc., that might be used in
each department.
Like care is exercised respecting
the inventory of material and mer
chandise. One example of this is
that of a large chemical house, which
has branches in twelve cities. There
is a division of commodities as to
six departments, which are: Chemi
cal, Intermediate, Oil and Grease,
Textile, Tanning Extract, Manufac
turing Materials and Supplies. Each
department is given a distinctive
number. Generic terms are then
used for groups of articles, the arti
cles being mentioned in their par
ticular group under the department
classification.
For instance, the Chemical De
partment is numbered “40.” The
commodities are classified into eight
main divisions, as follows:
40 Chemical Department
400 Acids
401 Potashes
402 Sodas
403 Ammonium compound
404 Aluminum compound
405 Barium compound
406 Calcium compound
407 Coal tar derivations
408 Miscellaneous

Any article in the Chemical De
partment would have, as the first
two digits in its number, “40.” An
acid in that department would have,
as its first three digits, “400.” The
kinds of acids are then numbered
consecutively. As a further illus
tration of the method in use, let us
take some examples from potashes.
The numbering would be:
40 Chemical Department
401 Potashes
4011 Potassium hydrate
(Caustic
Potash;
88-92%; 70-75%)
4012 Potassium
chlorid
(Muriate of Pot
ash)
4013 Potassium bichro
mate
4014 Potassium carbon
ate (Alkali Tar
tarata)
Calcined
and Hydrated
etc.

The

method

of
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numbering

is

somewhat similar to that sometimes
used in accounts. It is useful in
inventories where there are a large
number of commodities, divisible as
to departments or kinds. This is but
another illustration of the systematic
classification of detail in business for
the purpose of control.
HERE is one principle which Human
a man must follow if he
wishes to succeed, and that is Nature
to understand human nature.” This
statement formed part of an article
contributed to a business magazine
recently by Henry Ford. The arti
cle was reviewed in the January
Bulletin of the National Association
of Corporation Schools.
To be able to get another per
son’s point of view and to look at
things from his angle, as well as
from one’s own, constitutes the se
cret of success, Mr. Ford declares.
He further asserts that the success
of a man’s business will be in direct
proportion to his ability to under
stand people, especially the people
working for him. “If he is going
to get their best work and effort,
their interest, and consequently the
best results in his business, he has
got to realize that he has human be
ings working for him who have the
same ambitions and desires that he
has. ... It is the easiest thing in
the world to inspire this loyalty, but
it’s not to be done by any trick.
It’s simply a matter of honest, sin
cere understanding of the work
man’s interests, a recognition of his
ambitions as a human being.”
Mr. Ford also emphasizes the ne
cessity of thinking, in order to ad
vance in the business world. The
habit of analysis, the ability to go
deeper than the surface and to grasp
essentials, all contribute to success.
“My advice to every business man
is to read a lot and think a lot and
work a lot. If he will think and
think and keep on thinking, and fol
low up his thinking with work, he
is certain to succeed. But he must
not fail to think about people as
well as things. He must understand
human nature.”

MRS. L. LLOYD PRESTON and
MISS HELEN PRESTON, Pace
War Emergency Class, have been
rendering volunteer clerical service
in connection with the Sixth Divi
sion Ammunition Train. Prior to
the war they conducted tours to
foreign countries. Mrs. and Miss
Preston have been registered at the
War Department in Washington as
being available for service in France,
either as interpreters or for clerical
duty.

English
Depart
ment

MST business and
O
professional men
and women know
the practical im
portance of being
able to speak
Horatio
logically and
N. Drury,
clearly before
B.A.
others. You do not
need to impress
them with the value of this kind of
public speaking—business speaking,
it may almost be called. If they are
persons of any consequence what
soever, there have been many times
when they would have “given any
thing”—to use an oft-heard phrase—
to be able to stand up before a group
of their fellows and give voice to
their thoughts and ideas. Yet they
have, as a general rule, supinely kept
their seats, never uttering a word of
dissent or support, even though the
matter under discussion was one that
closely touched their respective in
terests. It is an old story and a sad
one—the story of this fancied in
ability to speak in public.
One reason why the average per
son is so loath to speak in public is
his inability to distinguish between
the purposes of various kinds of
speeches. He is likely to think of
a speech as necessarily something
hortatory or oratorial or witty. Some
speeches have one or another of
these qualities, and appropriately so;
but this is by no means true of all
speeches, or even of the most com
mon kinds. In point of fact, clear
ness is, or should be, the purpose of
the majority of the speeches—talks,
rather—which the average business
man or woman is called upon to
make.
And what is clearness? Just this
—making whatever you say under
standable without effort to the per
sons you are talking to. Clearness
means lucid explanation, and lucid
ity is the result of knowledge of your
subject presented in a step-by-step
order of development. If your pur
pose is clearness, you are not con
cerned with whether your hearers
believe what you say, or with stir
ring them to action, or with pleasing
them particularly. Your sole busi
ness is so to present your subject
that they will understand it thor
oughly. Personal comment is out
of place. Clearness is the only pur
pose of the judge in making a de
cision, of a teacher in presenting a
problem, of a lecturer in explaining
the customs of a foreign land, of a
business executive in elucidating a
change in firm policy, of a public
official in reviewing the achievements
of a political administration. Hun-
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dreds of other examples might be
cited, but these will suffice.
The purpose of each of the follow
ing excerpts is clearness:
“It is generally admitted that
America has produced an original
type of humor, which, however diffi
cult of definition, is unmistakable in
its main characteristics. The shrewd,
calculating, keen-witted Yankee, se
renely confident and good-natured, as
presented by ‘Brother Jonathan,’ has
impressed his unique personality
strongly upon our literature; but in
justice has been done to our human
genius, especially by foreign admir
ers, by exalting the more crude and
vulgar manifestations of this charac
ter. The perverted spelling of ‘Josh
Billings,’ the inimitable foolery of
‘Artemus Ward,’ and the perennial
waggery of the ‘funny man’ of the
newspapers are not so truly repre
sentative of American humor as the
refined literary products of ‘Hosea
Bigelow’ and the ‘Autocrat.’ Indeed,
an improving taste is demonstrating
that humorous expression does not
need to be rude, boisterous, and vul
gar in order to be American. Our
finest humor to-day is found in the
work of such writers as Stockton,
Howells, Kate Douglas Wiggin,
Mary E. Wilkins, and Robert Grant,
where it appears as a delicate and
graceful literary quality—a flavor
rather than an independent substance
—that vitalizes its subject with per
manent interest. The saving grace
of much of our contemporary fic
tion is this quality of piquant and
pervasive humor.”—J. T. Abernethy.
“To-day we have schools where
the future lawyer, dentist, veterinary
surgeon, clergyman, civil engineer,
mechanical engineer, architect, mu
sician, painter, elementary-school
teacher, can find each a special train
ing looking toward the specific du
ties of his future calling. Nor are
the special schools to be found only
with reference to the learned or
quasi-learned professions just men
tioned. They are springing up upon
every hand as preparatory institu
tions for the mechanical trades as
well. The various manual-training
schools, the trade schools, and insti
tutes of all kinds offer to-day facili
ties for the learning of plumbing,
carpentering, iron-working, and type
setting. In a word, the era of sys
tematic training in an educational in
stitution for the active duties of life
as opposed to the era of haphazard
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learning one’s business in the office,
the field, or the shop seems to be
fairly opened.”—Edmund J. James.
“Cash, aside from the dangers due
to its convertibility, occupies a dis
tinctive position among business as
sets. Practically all settlements are
made in cash. Hence, the relation
between the balance of cash on hand
and maturing liabilities is of primary
business importance—the lack of
cash to meet maturing obligations
means insolvency. On the other
hand, the management of a business
continually exerts itself to carry its
trading, manufacturing, or other
business activity to a point where
actual cash is realized. Materials or
goods are bought, and salaries,
wages, and other expenses are in
curred, to gain increased values.
Ultimately, after passing, it may be,
through the form of accounts receiv
able and bills receivable, the values
are realized in cash—actual money,
if money is demanded. Profit itself
is not available after it is earned, un
less the excess values received as
profits are realized in cash.”—Homer
S. Pace.

“More than a thousand different
kinds of snow-crystals have been de
scribed; but various as these are,
they are all characterized by the
same symmetry.
Some of these
snow-crystals are simply solid rods
or flat scales, each with six sides;
others are six-sided pyramids, but
the most common form is that of
little six-pointed stars, variously
modified. Each star has an icy cen
ter as a nucleus, from which six little
spicules, or rods of ice, are shot
forth at regular angles; and from the
sides of these rays, secondary rays,
or raylets, may be given off at the
same angle, thus producing complex
stars of great beauty, but, in spite of
their complexity, always true to the
hexagonal symmetry of the system
to which ice belongs. Each part of
the pattern is repeated round the
center six times, as is generally the
case with the beautifully symmetri
cal shapes which can be seen in a
kaleidoscope.”—T. H. Huxley.
“But enough of the cooking-fire.
Let us turn now to the subject of
the smudge, known in Lower Can
ada as la boucana. The smudge
owes its existence to the pungent
mosquito, the sanguinary black-fly,
and the peppery midge—le marin
gouin, la moustique, et le brulot. To
what it owes its English name I do
not know, but its French name means
simply a thick, nauseating, intoler
able smoke.

“The smudge is called into being
English
for
the express purpose of creating
Depart
smoke of this kind, which is as dis
ment aagreeable
to the mosquito, and black-

fly, and the midge, as it is to the man
But the
man survives the smoke, while the
insects succumb to it, being de
stroyed or driven away. Therefore,
the smudge, dark and bitter in itself,
frequently becomes, like adversity,
sweet in its uses. It must be re
garded as a form of fire with which
man has made friends under the
pressure of a cruel necessity.
“It would seem as if it ought to be
the simplest affair in the world to
light up a smudge. And so it is—if
you are not trying.
“An attempt to produce almost
any other kind of fire will bring forth
smoke abundantly. But when you
deliberately undertake to create a
smudge, flames break from the wet
test timber, and green moss blazes
with furious heat.
You hastily
gather handfuls of seemingly incom
bustible material and throw it on the
blazing fire, but the conflagration
increases.
“Grass and green leaves hesitate for
an instant, and then flash up like
tinder. The more you put on, the
more your smudge rebels against its
proper task of smudging. It makes
a pleasant warmth, to encourage the
black-flies, and bright light to attract
and cheer the mosquitoes. Your
effort is a brilliant failure.
“The proper way to make a
smudge is this. Begin with a very
little, lowly fire. Let it be bright
but not ambitious. Don’t try to
make it smoke yet.
“Then gather a good supply of
stuff which seems likely to suppress
the fire without smothering it. Moss
of a certain kind will do, but not the
soft, feathery moss that grows so
deep among the spruce trees. Halfdecayed wood is good; spongy,
moist, unpleasant stuff, a vegetable
wet blanket. The bark of dead ever
green trees, hemlock, spruce, or bal
sam, is better still. Gather a plenti
ful store of it. But don’t try to make
a smoke yet.
“Let your fire burn a while longer;
cheer it up a little. Get some clear,
resolute, unquenchable coals aglow
in the heart of it. Don’t try to make
a smoke yet.
“Now pile on your smouldering
fuel. Fan it with your hat. Kneel
down and blow it, and in ten minutes
you will have a smoke that will make
you wish you had never been born.
“That is the proper way to make
a smudge. But the easiest way is
to ask your guide to make it for
you.”—Henry Van Dyke.

(Continued) whom they are devouring.

the valuation on which the owner Stand
is to receive a return? Or shall such
ardiza
inclusion be deferred? And if de
tion of
ferred,
for
how
long
a
time?
”
The
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waterwork’s owner has not made the Value
The meaning of clearness as the investment.
The investment has
purpose of a speech—or of a piece of been temporarily made by the owner
writing for that matter—should now of the subdivided tract, who is reim
be fairly plain. Any person who bursed by the purchaser of lots.
selects an explanatory subject with The author then states: “In the fix
which he is familiar will have little ing of rates the increase of capital
difficulty in making that subject clear due to the receipt of gifts and dona
to others, provided he makes a men tions should generally be considered
tal outline beforehand and sticks to separately from the actually invested
it, and trusts to the inspiration of the capital. Individual cases will arise
moment—just as he does in ordinary requiring special treatment. The
conversation—for natural and ap owner in most cases will not be
propriate language.
entitled to as large a return on this
donated capital as on his actual
luctuating prices, due to investment.”
war conditions, test the va
On page thirty, the writer gives
rious methods now in use for the following concerning the ratevaluing property. In some instances base: “The rate-base which is the
the valuations have been materially most satisfactory is the actual, rea
affected, due to the abnormal con
sonable, and proper investment, or
ditions. Nevertheless, the need for original cost new, including a proper
standard methods of valuation at all allowance for the cost of establish
times is recognized. Accountants, ing and developing the business, un
business men, trustees, and execu diminished by depreciation, though
tives concerned with public utilities in some cases, perhaps, diminished
are constantly confronted with the by the bonus which may have been
problems of valuation.
An able contributed by the public or by the
presentation of these problems, with rate-payer.”
suggestions as to their solution, is
Amplification of the suggestion of
contained in a work, “Valuation, De the author is found in the rest of
preciation and the Rate-Base,” by the volume, contrasted with other
Carl Ewald Grunsky (published by methods in use. Information of
John Wiley & Sons, Inc., New York, value to others than those connected
price, $4).
with the regulation of public utili
Decisions of courts and rulings of ties is also contained in the volume.
public-service commissions which Of interest to business men and ac
favor making “present value” a countants are the chapters on “Es
starting point, when rates for pub sentials of Value,” “Elements Which
lic utilities are to be regulated, are Reduce Value,” “Non-agreement Be
criticized by the author. He ques tween Actual and Probable Life,”
tions the desirability of starting “Notes on Real Estate Valuation,”
with “present value” or with “value” and “The Accounting System.” In
as a basis for rate determination, be addition to concrete suggestions as
cause “value is a result of earnings, to the valuation of business proper
and such values as are not covered ties, there are tables which may be
by the investment do not exist until used for reference purposes.
the earnings create them.” He illus
The book covers a subject that has
trates the point by citing the fol caused no little controversy among
lowing example:
authors. Even though the reader
A large subdivision of acre-prop may not agree with the conclusions
erty is being developed adjacent to that have been reached, there is no
the built-up section of a community. question but what a clearer and
Streets have been laid out and more comprehensive idea of “valua
paved, sidewalks have been con tion” may be gained by reading this
structed, an adequate sewer system volume.
has been provided, and a system of
water mains has been constructed. JOSEPH L. KELLY, a student of
Immediate increase of revenue by the Pace Standardized Courses, giv
reason of this expenditure is doubt en under the auspices of the Drake
ful, because the development of the Commercial School, Bayonne, N. J.,
new subdivision may be slow. Years has accepted a position in the ac
may elapse before sales of water will counting department of the Tabulat
be equal to the added worth of main ing Machine Company. Mr. Kelly
tenance, collection of rates, and de was formerly employed by the
preciation. “Shall part of the sys Standard Oil Company of New
tem thus acquired be included in Jersey.
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Per
sonal
Notes

WALTER L. JORDAN, Pace Insti
tute, Extension Division, has accept
ed a temporary position on the inter
viewing staff of the Pace Agency for
Placements, Inc., during the sum
mer season.

RAYMOND IVES, C.P.A., Pace In
stitute, New York, 1910, a partner of
the Accountancy firm of Lovejoy,
Mather & Hough, is a member of
the Officers’ Reserve Corps at Platts
burgh, N. Y.

ALLEN J. FRALEY, New York In
stitute of Accountancy, who was
formerly employed in the commer
cial department of the Port Chester
High School, has been engaged as
accountant by the New Jersey Zinc
Company.
CHARLES H. BENT has accepted,
through the Pace Agency for Place
ments, Inc., a position as senior ac
countant on the staff of Searle &
Nicholson, accountants. Mr. Bent
has had considerable experience in
accounting and executive fields in
this country and abroad.

EDWIN C. BOSWORTH, Ph.B.,
has resigned his position as dean of
the Detroit School of Accountancy,
Detroit Technical Institute, to accept
the position of resident manager of
Pace Institute, Washington, D. C.
Mr. Bosworth will be succeeded by
William P. Dies, A.M.

JOHN K. HAMPTON, a student of
the Pace Standardized Courses, giv
en under the auspices of the Drake
Commercial School, Bayonne, N. J.,
has recently resigned his position in
August Mietz Corporation to accept
a position in the accounting depart
ment of Nestlé’s Food Company.

HIRAM K. GOTTSHALL, Pace
Institute, Washington, is a survivor
of the Eddystone Ammunition Cor
poration’s explosion. At the time
of this disaster, Mr. Gottshall was
working on an audit of the accounts
for Barrow, Wade, Guthrie & Com
pany. Through good fortune Mr.
Gottshall was not injured.

DAVID P. KNOB, New York In
stitute of Accountancy, recently
placed in the U. S. Marine Corps
by the Pace Agency for Placements,
Inc., has been transferred to the
headquarters of the Paymaster’s De
partment at Washington. Mr. Knob
writes a letter wherein he states that
he is now enjoying drill practice for
an hour every day from 4.30 on, and
is getting splendid training in the
practical side of military duties.
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PHILIP J. GASS, Accountancy In
stitute of Brooklyn, has joined the
U. S. Navy.

MAURICE MICHAEL, Account
ancy Institute of Brooklyn, has
joined the U. S. Marine Corps.
E. S. VAN BENSCHOTEN, Pace
Institute, New York, and WALTER
LINZEL, New York Institute of Ac
countancy, have joined the Officers’
Reserve Corps, Fort Myer, Virginia.

WILLIAM F. SMAIL, formerly on
the accounting staff of Haskins &
Sells, has accepted an appointment
on the staff of Sparrow, Harvey &
Company, public accountants.

EDGAR D. MILLEN, who was for
merly on the staff of L. H. Conant,
C.P.A., has accepted a position on
the staff of Sparrow, Harvey & Com
pany, public accountants.

HENRY J. BORNHOFFT, Pace In
stitute, New York, has resigned as
general manager of the Repetti
Candy Company, to become resident
director of Pace Institute, Boston,
Mass.
PAUL L. APPLEMAN, Pace Insti
tute, has accepted a position on the
bookkeeping staff of the Motometer
Company. Mr. Appleman was for
merly employed by the General
Electric Company.

HARRY T. ARMSTRONG, Pace
Institute, formerly employed as
cashier and bookkeeper for the Pot
ter Transportation Company, has ac
cepted the position of assistant audi
tor for J. W. Thorne & Company.
FRED J. WILSON, formerly on the
staff of Edward R. Burt & Company,
public accountants, has accepted,
through the Pace Agency for Place
ments, Inc., a position on the ac
counting staff of Whittlesey, Myer
& Wythes.
GIDEON J. PILLOW, LL.B., has
been added to the law teaching staff
of Pace Institute, Washington, D. C.
Mr. Pillow is engaged in legal work
for the Department of the Interior.
He is a son of the late Confederate
General, Gideon J. Pillow. Mr. Pil
low is an able lecturer, his bestknown lectures being “Story of the
City of Washington,” and “Abraham
Lincoln and His Times.”
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A. LINCOLN LAVINE, Ju.D., in
structor of Law in Pace Institute,
has joined the Naval Reserve Corps.
RALPH H. WRIGHT, Newark
School of Accountancy, has accepted
an appointment as auditor on the
staff of Arthur Young & Company,
public accountants.

HAROLD H. KELLY, of the Provi
dence Institute of Accountancy and
Business Administration, has gone
into active service with the Rhode
Island Coast Artillery.
R. M. VAN FLEET, former educa
tional director at Indianapolis, took
charge of the educational work of
the Hartford, Conn., Young Men’s
Christian Association on August 1st.
JOSEPH I. ZUCKER, Buffalo
School of Accountancy, 1916, has
recently accepted an accounting
position with The Humphryes Man
ufacturing
Company,
Mansfield,
Ohio. Mr. Zucker is engaged in cost
and other constructive phases of ac
counting work.

ISS LILLIAN HAUSER, of
the Pace & Pace executive
staff, acted as secretary of
the class in War Emergency Clerical
Service Training Course for Women.
The class, which concluded its
work June 29th, expressed their ap
preciation of Miss Hauser’s services
in the following style:
Why do we like Miss Hauser so?
The answer’s very simple:
She wears a pleasant smile, you
know,
And such a lovely dimple!

M

NEW Pace Institute has been
established in Chicago, Illinois.
The classrooms of the Institute
are located in the Consumers’ Build
ing, and the administrative offices at
621 Conway Building. Walter W.
Schmauch, of the Chicago Bar, and
Secretary of the Chicago Law
School, is the resident manager and
dean of the faculty.
The instructors in Accounting, Fi
nance, and Business Administration
are: C. R. Whitworth, A.C.A., C.P.A.,
Resident Manager, Touche, Niven &
Co., Public Accountants; Joseph F.
Sarley, LL.M., Practicing Account
ant; G. S. West, A.S.A.A., Practic
ing Accountant; R. H. Ashbown,
A.C.A., Practicing Accountant. The
Law instructors are: Guy Van
Schaick, J. D., Member of the Chi
cago Bar; John P. McKinley, LL.B.,
Member of the Chicago Bar; Otto S.
Hansen, B.S., LL.B., Member of the
Chicago Bar.

A

The achievements of Accountants
in war and their opportunities in peace are just begin
ning to be realized by the economic and industrial
world. Organization, coordination and cooperation have trans
formed nations into integral fighting units. Every warring country
may be likened to a vast pyramid. The Army and the Navy form the apex.
Every industry and every individual have been made to fit into some sup
porting place in the structure. The outstanding lesson of the war is the lesson of cooper
ative effort and impact.

The Accountants—the men trained in the science of business organization and man
agement—have been heavy sharers in the duties and responsibilities imposed by war. The
Accountants have played a leading part in so organizing home and division bases of supply
and distribution that the business of war has proceeded evenly and uninterruptedly. Offi
cial appreciation and merited publicity have been given far and wide to their patriotic
achievements.

When peace comes, Accountants, because of the services of their profession in war,
will be in greater demand than ever before. Problems of readjustment, reorganization,
and expansion will be laid before them for constructive solution. Industrial and philan
thropic enterprises of all kinds, the Federal Government, and the municipal and state
governments will seek their aid and business judgment. Wherever men work together
for a common goal, Accountants will find opportunity for service, for influence, and for
high financial return.

Make ready now, in time of war, for productive service as an accountant to-morrow,
in time of peace. Be ready to serve the needs of country and of industry, and your own best
interests when opportunity comes—as it surely will. Study Accountancy and Business
Administration during your spare hours, and in conjunction with your daily business tasks.
Investigate the Pace Standardized Courses in Accountancy and Business Adminis
tration. Afternoon and evening classes will soon be forming at each of the following five
Pace Institutes: Hudson Terminal, New York; Tremont Temple, Boston; Equitable Build
ing, Baltimore; 506 Real Estate Trust Building, Washington; Room 621 Conway Build
ing, Chicago. The courses are also given in conjunction with certain business schools and
the educational departments of various Y.M.C.A.’s throughout the country.

Send for descriptive Bulletin, “Accountancy and Business Administration.” Ask also
for “Your Market Value,” a brochure which contains a vocational message for you.

PACE & PACE
Pace Standardized Courses in Accountancy, Business Administration, Oral Expression, and English,
in Residence and by Extension
NEW YORK

BOSTON

BALTIMORE

WASHINGTON

CHICAGO

HERE was once a Young Ac
Aesop
countant named Wilbur.
in Busi
was of the Modern Va
ness— riety. He
He did not believe in Blush
Wilbur ing Unseen. He deemed it Risky to

T

hide his Light under a Bushel. He
considered the Tongue something
with which to disseminate Knowl
edge.
Wilbur had heard and heeded the
Call for Better-trained young men
in Commerce. He became a Com
pleted Product of an Accountancy
School. What He did not grasp
about the Theory of Accounts was
not worth indexing.
He had Far-sightedly stored away
in his Mental Granary many Booklearned Theories. The Periphery of
his Knowledge encircled such sub
jects as Office Systematization, the
Elimination of Waste, Increase in
Output, Net Profits, and the Human
Factor. His Theories were ready
for Immediate Delivery upon Slight
Demand.
Wilbur had large Vocational
Hopes. He Mirrored himself as be-
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coming a Highly paid Consultant on
Efficiency Problems, hours ten to
four, Limousine Waiting. He Fore
saw the United States Steel Corpo
ration as among his Satisfied Clients.
He made a Lowly but Blithesome
Start toward his Sun-kissed Goal.
He Consented to Affiliate himself
with a firm of Practical Accountants.
He did not purpose to Grow Griz
zled in their Service. He sought Ex
perience only. The firm referred to
him as “Another Junior.”
Wilbur was Directed to Help
Out a certain Senior in making an
Audit of a Tobacco Jobbing House.
The Senior was not Overwhelmed by
Wilbur’s Knowledge.
He viewed
Wilbur as a Fetch-and-Carry Ad
junct.
This Irked Wilbur. He did not
Lament when the Senior hied him
self to another concern needing a

Systematization Tonic. Left to him
self, Wilbur found his Vest growing
Tighter and his Hat Smaller. He
had no Time for Geniality. He treat
ed the General Manager as a Prob
able Defaulter. He proved the Office
System to be of Antedeluvian An
tiquity. He also noted Aloud much
Managerial Remissness.
The General Manager’s Nerves be
gan to Tingle. He told the Ac
countancy Firm to Recall Wilbur
from the Frontier and give him
Desk Duty. The Firm took the Hint
and gave Wilbur an Indefinite Leave
of Absence Without Pay.
MORAL—A Close Tongue and a
Humble Spirit are the Beginning of
Success in Accountancy.
WILLIAM J. THRUELSON, who
was formerly on the accounting staff
of Ernst & Ernst, has joined the
staff of Arthur Young & Company,
accountants.

Keep out of the ruts, but stay
in the road.

Fall Courses of Study for Business Advancement
PREPARATION for Business means interpretation of Business as a science, a profession—inter
pretation of the basic principles, procedures, and devices of Business. Men and women who
study Business in this way develop an economic usefulness that makes their services in high demand.
Pace Institute prepares the individual student, whether man or woman, to assume and discharge
business duties with ease and efficiency.
INVESTIGATE the following evening courses of study which are now available, among others,
' to ambitious men and women at Pace Institute and affiliated Institutions:

Accountancy (Professional C. P. A. Course)
—a course that gives technical preparation for C.P.A., American Institute, and Civil Service
Examinations.
Shorter Accounting Course for Women
—a course that trains women in the basic principles of Accounting, including double-entry
bookkeeping.
Bookkeeping Course
—a course that presents all aspects of bookkeeping in accordance with the best account
ing practice.
Law for Business
—a course that presents the law as a science in its bearing upon the conditions
of modern commerce.
Accounting Application of Tax Laws
—a course that gives a mastery of the various tax laws as applied to the business affairs of
individuals and corporations.
English for Business
—a course that presents all aspects of English in a practical form.
Oral Expression
—a course that develops the ability of the individual to address others clearly and force
fully.

DESCRIPTIVE bulletins and folders will be sent upon request. Ask especially for “Your
Market Value,” which contains a vocational message of wide appeal. Address or telephone

PACE & PACE
HUDSON TERMINAL

30 CHURCH STREET
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